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Vol. I

New York, February, 1916

No. 3

HE professional school should
“It is my purpose to state the basis on which
give due weight to the fact that the subject of Commercial Pharmacy has been
its graduates must function and organized as an integral part of the curriculum of
have their usefulness in a busi the College of Pharmacy, and to outline the re
ness era. The lawyer is more sults that we may reasonably expect to obtain.
often occupied in advising the
“First of all, allow me to observe that much
business organization or in ne confusion exists as to the character of the pro
gotiating in its behalf than he is ducts which we may hope to secure by theoreti
in speaking to the jury; the engineer more often cal training for business such as is being given in
than not erects structures, installs machinery, the course in Commercial Pharmacy. We are
drives tunnels, or builds bridges for the commer sometimes told that we should content ourselves
cial organization; the chemist who is able to with the product of fundamental views—that we
extract values from waste is
should teach the funda
usually on the corporation
mental principles of produc
LEADING ARTICLES
pay roll; and even the min
tion and distribution and de
ister in a day of highly or
pend upon business itself for
ganized social service and
instruction in the specific
matters of daily routine. We
religious work becomes, to a
Page 35
are often advised, on the
considerable degree, a busi
ness administrator.
other hand, that our product
should be a knowledge of
“Pharmacy is no excep
Question and Answer
tion to the general rule. Just
the most specific matters of
business — that we should
as the lawyer has developed Department
teach merely the keeping of
from the old-time advocate
books, the calculation of dis
to the modern corporation
counts, the display of goods,
adviser, so the apothecary of
the dressing of windows, the
a former generation has de Editorials
lettering of advertising pla
veloped into the successful
cards, and similar matters.
modern proprietor-pharma
What’s your Hobby ?
“We have organized our
cist. In fact, the pharmacist
educational work in such a
more than any other profes
Application pending for admission as second-class matter at the
way that we measurably se
sional man is an integral
New York City Post-office
cure both products, although,
part of Modern Commerce,
because he directly engages in retail selling either so far as the fundamental views are concerned,
as a proprietor or as an employee. The modem we organize a definite science of business on the
pharmacist must still possess the technical skill basis of economic laws and principles. More par
of the apothecary, but the judgment and the sell ticularly, we strive for two products, namely:
ing and the executive ability of the business man
1. Developed reasoning power, capable of
must be superimposed if the pharmacist is to being exercised on commercial subjects;
secure a full measure of success.
2. Developed ability to handle specific details
“Heretofore, technical knowledge of business
of
business.
has been secured altogether by the apprentice
“The best product that we can hope to get, but
ship method. We are just beginning to organize
the theory and practice of business in such a way the least apparent in the early stages, is devel
that it can be included in school curricula, and it oped reasoning power. This product, often called
is a matter of satisfaction that the College of business judgment, is simply the capacity to
Pharmacy is a pioneer among all the professional think clearly on business matters. There is, per
schools in organizing a course of this character. haps, no difference fundamentally in the reason-

Busi
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Educa
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sional
Schools
Address,
Columbia
College of
Phar
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by Homer
S. Pace,
C.P.A.

Two
Products

ing process, whether it is exercised
by means of the presentation and
in pure mathematics, in engineering, Pace Student enforcement of principles, which are
in law, or in business. It is a notice
constantly supported and illustrated
February, 1916
able fact, however, that students
by practical examples.
who enter the College of Pharmacy, and for that
“We have, therefore, organized our course in
matter untold thousands of students who enter Commercial Pharmacy on a scientific basis. We
(Continued) other professional schools, are unable to proceed have taught briefly but thoroughly the funda
by logical processes from premises to conclu mental matters of capital and organization. We
sions. This lack of development is especially have shown that capital is needed in business; Scientific
noticeable in respect to the capacity for clear that, so far as its origin is concerned, it comes Basis
thinking concerning the practical affairs of every from two sources—from the proprietor, who in
vests for a speculative return, and from the cred
day life.
“The business man, in the simple matter of itor, who advances goods or lends money. We
placing an order, must reach a specific conclusion have shown that the capital engaged in business
as to amount only after he has taken into con divides between permanent capital, such as real
sideration his market, his storage capacity, the estate and fixtures, which are held for the perma
fluctuations in market value, his credit, and his nent uses of a business, and current capital, such
Business capital. The pharmacist who is considering the as merchandise, which is turned over in the
Problems advisability of adding a fifth department to four course of business operations.
“A consideration of assets has naturally grown
departments already in operation must give
weight, not only to the possibility of a loss in the out of the classification of capital. In business it
new department during its promotive stages, but is necessary to divide and subdivide the assets
also to the possibility of a stimulative effect in into convenient classifications, such as real estate,
various percentages on the other departments. furniture and fixtures, accounts receivable, mer
He must take into account the limitations upon chandise, cash, and the like; and the students
his credit and his capital. He must determine have been taught the business uses of these class
whether the department will afford a greater util ifications. From this point they have been car
ization of a fixed overhead cost, including rent ried to the use of the business classifications for
and supervision. When he has determined these accounting purposes, both for the preparation of
and similar facts as definitely as possible, he has statements to show business position and results,
for solution a problem as complicated as many and for the purpose of bookkeeping records.
“We have shown how the sole proprietor comes
an engineering or legal proposition that engages
the undivided attention of highly developed pro into the business with capital, and how the busi
ness organization grows by the employment of
fessional men.
“Business, even in its smaller phases, presents persons to assist the proprietor in the conduct
a succession of such problems; and to a greater of business transactions.
“We have shown, aside from the growth of the
extent than the average man realizes, the success
or the non-success of the business man depends organization by the employment of others, the
upon his ability to reach promptly the right con possible growth of the sole proprietorship into
clusion in these problems—that is, upon his abil the partnership form of organization, and finally
ity to exercise what we commonly call sound into the corporate method.
“In fine, by the arrangement of the lecture sub
business judgment. It may be true, as is often
said, that but one business enterprise, out of jects and the method of their presentation, a rea
every ten that are projected, succeeds. If we sonable, logical story of business is told, begin
look for the reasons for this fact, we shall not ning with the fundamentals of effort and capital
commonly find them in lack of industry, thrift, and proceeding by easy steps to a point where
or sobriety, but, instead, in the lack of business the student acquires a comprehensive view of
judgment—the capacity to think clearly and to business organization and procedure.
“The mental effort that is required to grasp
reach sound conclusions upon the multitude of
problems which are constantly presenting them each succeeding principle as the course is unfold
selves in a business, whether it is small or large. ed develops not only the general reasoning power
“We have in mind, therefore, the fundamental of the student, but also his reasoning faculties
necessity for building a basis for sound business with particular reference to business operation.
reasoning and judgment. We cannot expect to Thus, the principle that the greater the propor
secure this result if we proceed in a haphazard tion of borrowed capital becomes to invested
way with a mere discussion of the procedures capital, the more difficult becomes the secure
that are commonly used in business. We must ment of credit, is logical; and while the ac
establish a beginning point and proceed logically quisition of this principle develops the capacity

Business
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[Forward to Page 44

Become IN the Accountancy profession
and in the Business World to-day
Ac
quainted are countless numbers of men who

have made good - men whose ca
reers contain more inspirational val
ue to young men than will be found
in all the general talks and addresses
on success ever composed. It is
these men who, by reason of what
they have done rather than what
they have said, prove that the day
of Business opportunity, instead of
waning, is just dawning.

You will be glad to become ac
quainted with some of these men.
Knowing them, if only through their
photographs and short sketches of
their business careers, you will be
able to reach accurate conclusionsas
to what the Business World demands
of the men it would advance to posi
tions of trust and responsibility, and
financial reward.
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Standard Oil Company during its
most active period of expansion,
being engaged successively as audit
or, organizer, systematizer, and man
ager in refining, transportation, and
natural gas development.
In 1890, Mr. Corwin, possessing the
fruits of this rich business training,
entered the private practice of Ac
countancy. In 1892, he formed a
partnership with the late A. Stuart
Patterson, under the firm name of
Patterson & Corwin and later of Pat
terson, Corwin & Patterson. Upon

Turn, therefore, every month to
the Who’s Who page in The Pace
Student, and add to your acquaint
ance men who by their own efforts
have hewn out for themselves ex
ceptional business success.

Hamilton MODERN Business contains the
stories of many lives of worthy
Corwin, achievement,
but seldom does it reC.P.A. cord a commercial and professional
career so wide in compass and pro
ductive in results as the career of
Hamilton S. Corwin, member of the
well-known Accountancy firm of Pat
terson, Teele & Dennis of New York.
Mr. Corwin’s business experience,
covering a period of forty years, has
brought him into first-hand contact
with nearly all aspects of human en
deavor; and, as a consequence, there
are few men in Greater New York
whose advice upon perplexing mat
ters of economic policy and execu
tive adjustment is more persistently
sought or more unreservedly followed
than his.
Rare power of analysis and con
structive acumen of the highest de
gree, supported by a broad perspec
tive of business difficulties, needs, and
tendencies, make Mr. Corwin’s name
a synonym for knowledge—knowl
edge of what to do, of how to do it,
and of why it should be done—what
ever the nature or the size of the
commercial problem coming before
him for solution.
A brief survey of Mr. Corwin’s
business career is sufficient to ac
count for the high attainment which
he has won in the field of Account
ancy and in the field of Commerce.
Equipped with a common school
and business education, he entered
railroad service as an accountant, and
then spent fifteen years with the

Later Mr. Corwin became Comp
troller of the American Woolen
Company during its organization and
for four years thereafter. Then as
a member of the firm of Patterson,
Teele & Dennis he assisted in the
organization of the Hudson & Man
hattan Railroad Company and acted
as the Comptroller of that company
for five years.
Social and professional activities
have also come into Mr. Corwin’s
life for a just share of attention. He
is the honored President of the New
York State Society of Certified Pub
lic Accountants; and he is an ex
trustee of the American Association
of Public Accountants and has been
a member of the Executive Commit
tee of that organization. Mr. Corwin
is also a member of the Masonic
Order, the Railroad Club of New
York, the Salmagundi Club, the So
ciety of Colonial Wars, and the Sons
of the Revolution.
In the analysis of any productive
career, the biographer always finds
food for thought, and Mr. Corwin’s
career is no exception. Many facts
in his life stimulating to the initiative
and the ambition of young men just
on the threshold of a business career,
present themselves for consideration,
and not the least of these is the fact
that in the world of Commerce, ex
perience and opportunity often go
hand in hand and sometimes mean
one and the same thing.

E. W. WEAVER, well known as an
authority on Vocational Guidance,
has been elected treasurer of the Na
tional Vocational Guidance Associa
tion.

Hamilton S. Corwin, C.P.A.
Member of Accountancy Firm of
Patterson, Teele & Dennis

the dissolution of this partnership, he
took up private practice for several
years, and in 1907 became a partner
in the firm of Patterson, Teele &
Dennis—a partnership which still
continues.
During the period of extensive rail
road and industrial reorganization be
ginning in 1892, Mr. Corwin was
prominently engaged in investiga
tions on behalf of various bankers
and syndicates—chiefly for J. P. Mor
gan & Company in the enterprises
conducted by the late Charles H.
Coster. The principal reorganiza
tions of that period were based upon
Mr. Corwin’s reports.
35

JAMES J. LYNN, C.P.A., has been
admitted to membership in the firm
of Smith & Brodie, Certified Public
Accountants, 820 Lathrop Building,
Kansas City, Mo. The change, which
took place January 1, will not affect
the firm name.

HARRY H. HAIGHT, C.P.A. (N.
Y.), New York Institute of Ac
countancy (Pace Courses), 1912,
formerly on the staff of Pace &
Wythes, Certified Public Account
ants, and for the last two years on
the staff of Pace & Pace, has ac
cepted a responsible accounting posi
tion in the executive offices of the
Tide Water Oil Company of New
York. Mr. Haight’s many students
will be glad to know that he will
continue his lectureship in the met
ropolitan schools giving the Pace
Courses.
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no such liability, and one who draws
HE following ex
tracts from the de Pace Student or endorses commercial paper for
the accommodation of another is
cisions of the courts
February, 1916
not liable on it to him whatever
in different states
are of vital interest to Account their apparent relation on the paper may be.”
ancy students and to business
men. The extracts quoted state
In Edgar vs. Parsell, 151 N.W., 715 (Mich.),
the principles involved, and are sale is distinguished from bailment as follows:
self-explanatory. If in any case, however, the
“Where one leaves animals, as sheep, with an
reader desires a fuller statement of fact, this De other on shares for a certain period of time, pro
partment will be glad to give it to him.
viding for the payment of a certain amount of
wool per head and for the disposition of the in
In Mercantile Trust Co. vs. Doe, 146 Pac., 693 crease, the sheep to be redelivered at the end of
(Cal.), the Court said, quoting from Ruling Case the term, the transaction is, of course, a bail
ment; but where an equal number is to be re
Law, page 207:
“The expression ‘outstanding and open ac turned of like value, ordinarily it is to be deemed
count’ has a well-defined and well-understood a sale.”
meaning. In legal and commercial transactions
it is an unsettled debt arising from items of work
From the opinion in Wichman vs. Atl. Coast
and labor, goods sold and delivered, and other Line, 84 S.E., 422 (S.C.), we quote the following:
open transactions, not reduced to writing, and
“The universal and fundamental principle of
subject to future settlement and adjustment. It the law of personal property is that no man can
is usually disclosed by the account books of the be divested of his property without his own con
owner of the demand, and does not include ex sent, and that even an honest purchaser under a
press contracts or obligations which have been defective title cannot hold against a true proprie
reduced to writing, such as bonds, bills of ex tor. A carrier, therefore, acquired no right by
change, or promissory notes.”
virtue of his employment as such to hold goods
delivered him by a wrong-doer, to whom they do
In Broom vs. Dale, 67 So., 661 (Miss.), the not belong, until his charges are paid against the
Court quotes approvingly from Ruling Case Law claim of the owner, and so he has no lien on them
for the transportation charges, irrespective of the
as follows:
“Thus where property which is liable to need question whether the carrier acted in good faith
repairs is to be retained and used by a mortgagor and was not in fault. Nor can this be said to be
for a long period of time, it will be presumed to a harsh rule as applied to common carriers, since
have been the intention of the parties to the mort the carrier has the right to demand of the con
gage that it is to be kept in repair; and when the signor the transportation charges in advance.
property is machinery, or is of such a character Similarly, it has been held that a carrier intrusted
that it must be intrusted to a mechanic or ma with goods cannot, by transferring them in dis
chinist to make such repairs, the mortgagor in regard of its instructions to another carrier for
possession will be constituted the agent of the transportation to the designated point, confer on
mortgagee to procure the repairs to be made; and the latter a right to freight as against the owner
as such necessary repairs are for the better of the goods.”
ment of the property, and increase its value to the
gain of the mortgagee, the common law lien in
In State Bank vs. Cumberland Savings & Trust
favor of the bailee for the value of the repairs is Company, 85 S.E. 6 (N. S.), the following rule is
paramount and superior to the lien of the mort indorsed with reference to collection of checks
gagee. The mortgagee is presumed, in such case, by a bank:
to have contracted with a knowledge of the law
“Where a bank receives in good faith for col
giving to a mechanic a lien.”
lection a check upon another bank, the signature
of the drawer of which is forged, and receives
In Conners Bros. Co. vs. Sullivan, 108 N.E., 505 payment and pays over the proceeds to its cus
(Mass.), the Court said:
tomer, the drawee bank cannot recover from the
“As to third parties the rights and liabilities of collecting bank the money so paid to it. In or
an accommodation party are, in general, the same der, however, that the collecting bank may claim
as those of a party receiving valuable considera protection, it must have been a bona fide holder,
tion for a signature, but between the accommoda but the mere fact that the collecting bank receives
tion party and the person accommodated there is the check from a stranger does not itself prevent
36
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ancing swelled from small to large
and voluminous deeds, the courts,
Pace Student instead
of discharging deeds con
February, 1916
taining erasures or interlineations as
299, the Court quotes from Ruling
Case Law the established rule as to the admissi void, referred them to the jury, upon the issue of
bility of notes which have been altered, as follows: non est factum, to decide whether such deeds
were the original contracts delivered by the par
“Where an instrument clearly shows upon its ties; and the general rule would now seem to be
face that it has been altered in some material that the court, upon the usual proof of the execu
part, the proper course is for the presiding judge
tion of the instrument, should admit it in evi
to determine, upon inspection and in view of the dence, without reference to the character of any
state of the evidence at the time, whether further
alterations upon it, about which the court will
proof in explanation of the alteration shall then
presume nothing, leaving the whole question to
be required before the instrument is admitted;
and where an instrument has been admitted by be passed upon by the jury, whose province it is,
the court upon an inspection thereof, the pre as judges of the fact, to determine by the appear
sumption is that there were no alterations appar ance of the instrument itself, or from that and
ent upon its face which required explanation, or other evidence in the case whether the alteration
the court would not have admitted it in evidence was made by a party thereto, or by a stranger,
without first calling for proof explaining the al whether it was made before the instrument was
terations. If, however, the preliminary question executed or afterwards, and with what intent it
whether there has been an alteration is doubtful, was made. . . . While in various jurisdictions
it is for the jury. In ancient times when few different presumptions are said to exist as to
could write, and when the business which re these questions of fact, dependent upon the ap
quired the writing was done by those who were pearance of the instrument when offered in evi
skilful, the court took it upon itself to decide, dence, yet in all of these jurisdictions such pre
upon an inspection of the instrument which was sumptions are rebuttable, and the questions in
suspicious by reason of any apparent alteration, the end are for the jury to consider in the light
that it was void; but as the manner of convey of all the evidence, intrinsic or extrinsic.”

Law it from claiming protection as a
Depart bona fide holder.”
ment
In Cavitt vs. Robertson, 142 Pac.
Continued)

1800 Statements An Hour
Don’t take your bookkeepers’ time to
write the names and addresses on
statements when your office boy with
a Belknap addressing machine, cost
ing only $57.50, can do the same work
at the rate of 1800 per hour.

Belknap stencils can be cut on an ordi
nary typewriter and actually repro
duce the work of the typewriter so
that your statement list can be used
for follow-up work as well.
We have prepared an interesting book
let describing the Belknap system
and explaining the economies to be
made on statement work.

No misspelled names, incorrect address
es, omissions, or duplications.

There is a copy ready to be mailed you upon request.
No obligation on your part, and you will find it of
vital interest. Just say, “Send me booklet No. 2.”

Price $57.50
RAPID ADDRESSING MACHINE COMPANY
374 BROADWAY

NEW YORK CITY
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Corporations have the implied
LEASE advise whether rebate
Question
to purchase real estate and
or
premium
is
the
proper
word
and
Student power
erect
buildings
for the use of their
to
use
in
the
following
sentence
:
Answer “For insurance premium (rebate) re
February, 1916
own business, unless prohibited by
Depart turned to The Blank Co., etc.” As a matter of fact law or their certificate of incorporation. For ex
ment only a portion of the original insurance premium ample, a corporation organized for the purpose of

P

Pace

manufacturing steel products would have the
legal right to erect buildings for the operation of
its activities. In addition to their implied powers,
the charters of modern corporations are frequent
ly broad enough to enable them to engage in
many pursuits other than the main object for
which they are created. In many cases, doubt
less, the right to invest in real estate is included
q
If at the end of a year a concern sets aside a in the certificate of incorporation or charter.
Reserve for Bad Debts
What are the account
amounting to $5,000,
ing and legal distinctions
should this amount, or
between capital stock and
rather a portion of this
surplus?
A Business Creed
amount, be displayed as a
The accounting distinc
I BELIEVE in myself, for I have learned that
Fixed Charge on the
tion between capital stock
self-confidence enables me to face life with
strength, courage and patience.
and surplus is that sur
monthly Income & Ex
I BELIEVE in my daily work, for I have
penditure statements
plus measures the amount
found that my doing it contributes not only
by which the assets of a
which are issued the fol
to my personal well-being, but also to the well
corporation exceed its lia
lowing year?
being of my fellow men.
bilities and capital stock
A Assuming that at the
I BELIEVE in my capacity for development,
for I have had ample proof that any man can
end of the year a concern
as a result of business op
train himself to render a larger and a more excep
erations, while capital
considers that the ac
tional service, the older he becomes.
stock is a fixed amount,
counts receivable contain
I BELIEVE in purposeful study as a means
recording the par value of
doubtful items, on which
of mental growth, for all my life I have seen
usefulness, advancement and prosperity come as
the aggregate number of
the face value will prob
a matter of course to men with their perspective
ably not be realized, the
shares or units of owner
widened and their reasoning ability increased by
means of concentrated study.
amount set aside as a Re
ship into which the capi
serve for Bad Debts
tal stock is divided. Cap
T BELIEVE in opportunity, for I can name
many men who have achieved success in
should be charged direct
ital stock must be shown
Business because of their unflagging desire for
to Profit & Loss, since
in a distinct account, sep
success, their earnest efforts to attain it, and their
worthiness of it.
any loss resulting in these
arate from profits or
losses. Under a recent
accounts would apply to
N fine, I believe in making the moat out of
day by day, week by week, month
Iby myself,
New York law, shares of
the accounting period just
month, for I know I shall thus gain the most
closing. No portion of the
stock may be issued with
enduring of all rewards—not only increased earn
ing power, but peace and satisfaction of mind
Reserve should, in this
out having any par value
and spirit.
recorded thereon, but, in
case, be carried over to
the following year as a de
general, the principle is as
ferred charge. In order to
above stated. The legal
distribute losses of this character over the ac distinction between capital stock and surplus is
counting period instead of charging the entire that surplus may be distributed to stockholders
amount in the final month, it might be the policy in the form of dividends, but capital stock may
of the company to set aside a certain sum month not be distributed except upon formal authoriza
ly, in which case the amount would be credited tion or dissolution of a corporation.
to Reserve for Bad Debts each month and
charged as an expense, thus appearing on the
What is meant by the term “underwriting” as
monthly operating statement.
used in connection with a bond issue?
In general, the term “underwriting” signifies
q
From my study of corporations, I have gath
an
agreement to guarantee and insure a fixed or
ered that a corporation may not invest in real
determinable
amount for a consideration and at
estate unless its charter specifically authorizes
a
risk.
When
the word is used in connection with
such an act. If this is the case, kindly advise how
a
flotation
of
bonds,
it means that a syndicate is
so many corporations erect office buildings and
formed by a banker or bankers, who guarantee to
manufacturing buildings.
was returned to the company’s cash; hence the
inquiry.
If the question refers to fire insurance, as is
probably the case, the word “rebate” is the cus
tomary term used. In the case of life insurance,
the expression “returned premium” would be cor
rect.
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A

the corporation desiring to issue the
would be necessary to create a re
bonds that they will take all or a part Pact Student serve account, usually designated
of the issue at a certain price, usually
Reserve for Sinking Fund, on the
February. 1916
under par. The syndicate then
books of the corporation. This ac
disposes or attempts to dispose of the bonds to count would be set up in order to indicate the
the public at a higher price, the syndicate profits amount withheld from profit-distribution until
being the difference between the price at which the retirement of the bond issue, and should
they are sold and the price at which they were therefore be kept distinct from unappropriated
acquired. The element of risk enters into the surplus. In case the amount paid to the trustee
transaction in that market conditions may pre was simply a conversion of assets and not a por
vent the syndicate from disposing of the bonds tion of the profits of the corporation, it would not
at a profit, in which event the syndicate members be necessary to open a Reserve for Sinking Fund
are obliged to take their pro rata share of the Account.
bonds and dispose of them at a loss or hold them
for more favorable market conditions.

Quest What Should It Be
Worth?
Ans. A=

A & B became partners with the understand
ing that profits or losses were to be shared
equally, and that interest at the rate of 5 per cent.
J
per annum was to be allowed on partners’ capital.
i (l+i)n—1
A invested $25,000, and B invested $10,000. At
the end of the first year it was ascertained that
the firm had lost $1,200. What entries should be
made under these circumstances?
A Inasmuch as under the partnership agreement, has been established for 10 years. The yearly sub
interest was to be allowed on the partners’ capi scription is $3. If the Journal is really worth this,
tal, the first entry required after the loss of $1,200 then setting speculations aside and applying the
had been shown in the Profit & Loss Account, accountants’ test of figures, a complete file of the
would be a charge to Profit & Loss in a final sec Journal ought to be worth today, not $30, but the
tion of the account, for the amount of interest to amount of a $3 annuity, say at 4%, in 10 years.
which the partners were entitled, a corresponding By the above formula this is $36.02.
credit being made to the partners’ accounts. The
As a matter of fact, a complete file of the Journal
final balance in the Profit & Loss Account would
then be transferred to the partners’ accounts, the of Accountancy is difficult to get at more than twice
amount being divided equally in accordance with that.
the agreement. In the example given, the final
It is impossible to drive home too forcibly the
section of the Profit & Loss Account would stand real value of the Journal of Accountancy to the
as follows:
young man studying accounting. It should not be
Q

The Journal of Accountancy

Date
By A, Personal
(as per part
nership agree
ment) ............ $1,475
By B, Personal
(as per part
nership agree
ment) ........... . 1,475
$2,950

thought of as a magazine, but as an ever-growing
collection of the notes of busy men, made after
much thought and practical experience.

When the trust deed of a mortgage contains
a provision that at the end of each fiscal period
a certain amount of money shall be turned
over to a trustee for the purpose of establishing a
Sinking Fund for the retirement of a bond issue
at maturity, is it necessary to create a Reserve
for Sinking Fund on the books of the issuing cor
poration?
If the trust deed provided that the corporation
shall set aside from its earnings a specified or de
terminable sum at the end of each fiscal period, it

Special Offer: The regular price of the Journal
is 30 cents per copy, or $3 a year. If you will send
us ten cents in stamps to cover postage, however,
we will mail you a sample copy containing eighty
pages of valuable accounting information. There is
no condition attached to this offer, except that you
be really interested in accounting work. Just say,
“Send me a sample copy of the Journal, as offered
in The Pace Student”-and write promptly.

Date
To Balance (Net
Loss) ............. $1,200
To A, Personal
(5%
interest
on capital).... 1,250
To B, Personal
(5%
interest
on capital) ...
500
$2,950

Q

The point is that the Journal of Accountancy is a
permanent investment of increasing value. Sub
scribe now. Have the numbers bound. Get an
index and use it.

Ronald Press Company,
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OMMERCIAL credit is ex Credit
C
L YALTY—what is
O
tended on the basis of two
it? We define the Pace Student
things
—intent to repay and ability
term as devotion to
February, 1916
to repay. The first, the intent to re
the interest of an
other—a friend, a sweetheart, or pay, depends upon the good faith of the person
a wife; or devotion to the inter who receives the advance, and is a question of
ests of an ideal or an organiza morals or character; the second, the ability to re
tion—a political party, a busi pay, depends upon the business sagacity and
ness
enterprise,
or
one’s country. No sweeter or financial worth of the borrower. The availability
Loyalty
more wholesome word have we in all the reaches of assets, the profitableness of a business, and its
of our mother tongue—a word that expresses prospects for future success are all factors that
constancy, honesty, self-sacrifice, affection, and affect the ability to repay. The late J. Pierpont
devotion.
Morgan was right when he stated that character
Loyalty is a reciprocal quality that knits and is first in determining credit, for no banker or
holds together the modern business organization. business man will extend credit knowingly to a
The organization seeks men and women who can man who does not have the intent to repay. This
become interested in its aims, in its procedures, statement, however, is only half the story. Men
and in its product, and who can work whole of the highest character, but without financial
heartedly with their official superiors and with means or demonstrated business capacity, will
their associates. In short, it
importune the careful bank
seeks men and women who
er or the business man in
THE PACE STUDENT
have loyalty, potential or de
vain for substantial commer
veloped.
A Magazine of Service
cial credit. In our enthusi
The employee, on the oth
asm let us be accurate. Char
Interpreting
er hand, seeks to associate
acter is the beginning of
the Purpose, Spirit, and Needs
himself with the business or
of Modern Business.
credit, and it is the basic es
ganization that is loyal to its
sential to every credit trans
employees—the organization
action. From the business
Published Monthly
that honestly endeavors in
view-point, however, it does
the wage scale, in salary ad
not operate to produce com
Subscription Price $1.00
justments, in profit distribu
mercial credit unless it is
a Year, Payable in Advance
tion, and in educational and
accompanied by ability to
other welfare work, to ap
repay, either by reason of
PACE & PACE, Publishers
portion returns on the basis
asset values in hand or by
of the effort contributed by
reason of business sagacity
30 Church Street
each worker. In fine, the
that affords a reasonable as
employee desires to work
New York
surance of assets in prospect.
with the organization that
loyally seeks to promote his
IF you were giving ten dol
Coperight, 1916, by Pace & Pace
Interests.
lars for the furtherance of Girls’
Cultivate loyalty as part of your business edu work among boys and young men, such work as Work
cation. When the temptation arises—and it is conducted by the Young Men’s Christian Asso
will arise times without number—to criticise ciation, and for the furtherance of work among
adversely your organization, your department, girls, such work as is conducted by the Young
your chief, or your associate for the mere sake of Women’s Christian Association, how would you
airing a supposed grievance, don’t do it—be loyal. divide the gift? Would you divide it evenly, or
Focus your energies and your interest and your would you give preference to one group or the
hopes on the task in hand and on the organiza other? It is a surprising thing that the philan
tion of which you are a part, to the exclusion of thropic public contributes much more heavily to
competing and distracting ideas—ideas that stifle boys’ work than to girls’ work. Very often, as
your development and retard your advancement. was the case in New York recently, it is neces
Loyalty to a task or to a chief has carried many sary, when funds are being raised for girls’ work,
a man over dangerous vocational crises, and led to combine the appeal, in order that the interest
him into a position of responsibility. Nurture and in boys’ work may help along the appeal on be
develop this fundamental quality of friendship half of girls.
and success—loyalty, whole-hearted loyalty—in
When we consider the vast number of girls
order that the wholesomeness of its qualities may who are working in stores, in manufacturing
brighten and better your life.
establishments, and in offices, and how many are
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VERY desirable quality that Dead
strangers in a large city or without
makes for success has a dead Line
adequate home protection, and par Pace Student
line beyond which this quality be
ticularly when we consider the dan
February, 1916
comes a liability instead of an asset.
gers that beset girls and the difficul
ties in the way of remedial work on behalf of the There is a dead line, for example, between selfgirl who errs, this attitude of the philanthropic confidence and egotism, between firmness and
public is difficult to understand. The fact is, many obstinacy, between openness of mind and vacilla
men who are able to give are not educated on the tion, between courage and recklessness, between
subject of girls’ needs and the benefits of organ caution and fear, between thrift and parsimony,
ized work on their behalf. There is no institu between generosity and prodigality, between
tion in the country in which your dollar is more neatness of attire and foppishness, and between
needed, or in which it will be more carefully used, clear and forceful speech and garrulity. Every
than in the Young Women’s Christian Associa body’s problem is to develop his qualities of mind
and temperament as far and as long as they re
tion.
main assets—up to the dead line, but never a
fraction of an inch beyond it.
ANY folks think that good English is Eng
M
English
lish which is so grammatically and rhetor
E believe—some of us, anyway—that we Thinking
ically correct as to be stilted and unnatural, or,
think about business, our own commercial
at any rate, “bookish” in atmosphere and tone.
activities
particularly, in a broad and basic way.
It is well enough, they think, for purists and
The
fact
is,
though, that most of our thinking is
pedants, teachers and preachers to use English
based
on
what
we can see, what is on the surface
of this kind—English that is unblemished and
or
the
outside;
our thinking—much of it—is
uncolored by the verbal poison of the man in the
really
observation,
not thinking at all. If we
street. As for the business man, it’s a different
think
about
a
ship,
our thoughts are likely to
matter, this matter of the kind of English he
begin
at
the
water-line
and go up; yet the engines
should use. His purpose being always to get busi
are
in
the
hold.
If
we
think about the standing
ness and still more business, we seem to think he
of
a
business
concern,
our
thoughts are likely to
must—or surely be permitted to—use English
be
directed
unduly
by
the
size and the elegance
that is slangy and colloquial, provided it has
of
its
offices,
the
number
of
its
employees, and the
“snap” and “punch” in it and “gets under the
character
of
its
advertisements
; we seldom think
skin.” In point of fact, the business man does
of
its
balance
sheet.
Established
principles of
not need to use slang or colloquialisms in order
finance,
organization,
and
management
—estab
to convey his message to the world of Commerce
lished
by
wide
experience
and
common
consent
—
—it is errant choice that determines the unsanc
underlie
the
upbuilding
of
every
successful
enter

tioned words and phrases he employs. His needs
prise.
These
principles,
however,
lie
below
the
would be amply served if he used only good Eng
lish, for good English is merely English that is water-line, and are disclosed only to those who
correct, simple, and in favor with the best writers think deep enough to search them out.
and speakers. English of this kind is just as
desirable for sales letters and business reports as
RACTICE what you preach. You believe in Practice
P
it is for impressionistic description and elegant
loyalty—be loyal all the time. You believe
exposition.
in cultivating reasoning power—reason. You
believe in cultivating perspective—view the func
CTIVITY should be just as natural and joy tioning of your concern as a whole. You believe
A
Activity
ous for man as it is for the meadow lark. in physical exercise—take it systematically. You
The activity of food gathering we call work, and believe in overtime study—do a little yourself.
the activity of song we call play, but the distinc You believe in sleep and sobriety—stay at home
tion is entirely artificial and good for neither man nights and go to bed early. You believe in the
nor bird. Bring to your work-activity the indus business value of good English—use it in your
try of the bird in its food gathering, the tenseness conversation and your letters. You believe in
of the Indian in his quest for game, and the intel leaving the cares of your office behind you—do it
ligent interest of the man who is properly trained when you go home. You believe in optimism—
for the co-action of the business era in which we be optimistic. Practice what you preach.
live. The joy of uncertainty, the joy of exhilarat
Big words and heavy phrases are as much out of
ing competition, the joy of accomplishment—all place
in conversation and in an ordinaryletter or report
these joys and more, await you in the pleasant as a heavy overcoat on the back of a runner striving
fields of work-activity if you seek aright.
to win a race.
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What's
Your
Hobby?
by
Homer
S. Pace,
C.P.A.

Hobby
Defined

HAT’S your hob
by? A hobby, to
our way of think
ing, is a very
necessary bit of
equipment. It is
the fuse which can
be blown out when
the load becomes
too heavy, without
wrecking the rest of the machinery.
We flock to the cities in increas
ing numbers; we enter business or
ganizations; and we tune down to
the intensive doing of a narrow thing
under high pressure. Naturally, if
our daily circle of things is of equal
pressure and importance at every
point, a blow-out anywhere will co
serious damage—hence the fuse, the
hobby.
We purpose as a magazine to make
a hobby of hobbies. We shall attend
to business of a technical, workaday
nature in at least nine pages out of
ten, but occasionally on the tenth
page we shall luxuriate and disport
ourselves on the subject of hobbies.
We shall enjoy athletics without
soreness of muscles; we shall auto
mobile without tire expense; and we
shall plant and prune and spray with
never a disappointment in the har
vest.
We shall state the fundamental
principles of the hobby, and we shall
differentiate, classify, analyze, chart,
diagram, and present them as they
have never been presented before—
in fact, it shall be our hobby so to do.
In order to know and to choose a
hobby we must state its qualities—
the characteristics which set it off
from everything else, and which are
held in common by all things that
may possibly pass under the term.
A hobby is an occupation. We do
not mean by this characteristic that
a hobby is a trade or vocation, but
rather that a hobby engages one’s at
tention while it is being ridden.
A hobby must be incidental. The
minute the hobby occupation be
comes of prime interest, especially
in an income way, it ceases to be a
hobby. In such a case it becomes,
if profitable or useful, a vocation, and
if not profitable or useful, a nuisance.
The nuisance-maker is a crank, a per
son quite distinct from a hobbyist.
A hobby must be different. The
hobby must not be of the same na
ture as the primary occupation—
otherwise it would be a mere exten
sion of a vocation.
A hobby must be agreeable. Nurs
ing a boil would be a change of oc
cupation and possibly an incidental
one, but it would not be a hobby.
The incidental occupation must be
enjoyable.
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A hobby should be based in nature.
The business man, at least, should
base his hobby in nature. In an age
of business organization in which
contacts are largely artificial and far
removed from things natural, this
characteristic is necessary in the re
creative hobby. Thus, gardening,
camping, fishing, swimming, golf,
tramping, photography, all these hob
bies and many others, supply balance
to the man who is far removed from
fundamental nature contacts in his
daily routine.
We sum up and define a hobby to
be an incidental, different, and agree
able occupation, preferably based on
nature.
Cheer up! We are told that the
beginning of science lies in definition.
By reason of our definition we know
what we are talking about, which is
more than some people accomplish in
a lifetime. We, therefore, have our
selves well in hand and may proceed
in a leisurely and precise way to pick
out from the world of incidental and
agreeable occupations a subject for
intensive consideration.
In choosing our subject, we shall
seek to hold in check the abounding
youth which demands tennis and the
portly respectability which finds com
fort in bowling on the green. We
shall try rather to choose, in the first
instance, a fundamental hobby suited
to the needs of the greatest number
of people, men and women, country
and city dwellers, young and old.
Gardening is perhaps the only
hobby which is as broad as natural
science, and which gives an increas
ing measure of return in pleasure and
strength to its devotees to the last
moment of life. The boy at ten is
at his most inquisitive stage in re
spect to natural life, and the interest
is almost as surely present in the
octogenarian.
Even the bed-side
flower has added significance and
conveys an additional pleasure to the
person who knows its scientific
classification and the methods of its
propagation.
My lord of the counting house,
sustained by the interest and admira
tion of his nature-loving wife, has a
long season for the cultivation of his
hobby. From the time the forsythia
and the tulip give the earliest spring
cheer, through all the various sum
mer and fall delights, to the winter
time when red berries on naked
bushes, and the delicate greens of the
spruce, the cedar, and the pine, de
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light with their backgrounds of snow,
joy comes from success in this most
fundamental of all hobbies.
Gardening may be enjoyed in vary
ing stages of development as to the
size of the plot. The well-kept win
dow box in the city apartment sup
plies hours and hours of pleasure;
and the scope increases in the city
to the conservatory and the intensive
small rear garden of the city house.
Our next step is the garden or halfacre of the suburban house, and
finally, we come to the thousand
acres of the large estate. At any
stage from a three-room apartment
to the full sweep of the countryside,
one may find plenty of gardening to
engage his attention.
In our love for beauty and color,
we should not lose sight of the home
ly vegetable. We have it from as
great an artist as Robert Louis
Stevenson that “to detect the flavor
of an olive is no less a piece of hu
man perfection than to find beauty in
the colors of the sunset.” Many dis
cerning souls know that the only hu
man way to attain the ultimate of
dietary satisfaction is to raise on
their own land such matchless veg
etables as the lima bean, sweet corn,
and the tomato.
We despair of even outlining in a
short article the recreative delights
which are secured by the garden. We
have not yet mentioned perhaps the
most important of all—fruit-growing.
Here we find the beauty and grace of
the shrub and the vine; the exquisite
beauty and perfume of the apple
blossom, the quince blossom, and the
peach blossom; the wonderful beauty
of the ripening fruits; and finally, the
connoisseur’s delight in unmatched
flavor.
The introduction of dwarf varieties
and the training of nearly all the
tree fruits so that they may be grown
on garden walls, like vines, have
opened the way for intensive fruit
development, even in the small rear
yard of the city house. Whether on
such an intensive and contracted
scale or in the greater freedom of
broad acres, fruit-growing possesses
charms superior to those of almost
any conceivable human occupation.
We have in the matter of litera
ture a range which extends from the
pictorial catalogue of the seedsman
to scientific botanical works—surely
a wide range to occupy the spare
time which is left during the winter
from the duties of indoor gardening.
Gardening surely affords much win
ter diversion. The real student can
delve in a botanical work long after
the devotee of golf or baseball loses
interest in the scanty literature of the
subject.

City
Garden
ing

Fruits

Bibliog
raphy

The game is a combative one, for
What’s
the world is alive with worms, bugs,
Your flies, and insects of all kinds and de
Hobby? scriptions, whose regular occupations
(Continued) in life are to interfere with your

hobby. The control of these pests is
a constant challenge to the novice.
And finally, gardening will stay
with you. With the dimming of the
eye the booklover and the student of
art lose their happiness; with the
dulling of the ear the musician and
the music-lover have but a memory
of delights that have passed. When
the resiliency of youth is gone, the
hardships of the trail and the exer
tions of tennis render them imprac
ticable, and at some age even the
walk over the golf links becomes a
hardship. Gardening, on the con
trary, is a solace to the last. The
octogenarian gardener is buoyed up
during the rigors of winter by the
promise of spring, and although so
feeble that he can hardly walk to the
garden, he will gain in strength as
his buds unfold and his fruits de
velop.
Youth is largely a matter of look
Forward ing forward, and any occupation or
View hobby that keeps one facing to the
point front tends to cheerfulness, hope, and
courage. In the ripeness of age one
who sets out a fruit tree necessarily
looks to the future, if not for himself,
then for others. The whole view
point is forward—from the seed to
the plant, from the plant to matur
ity, and from one season to another.
This view-point, which accounts for
the subtle charm of the garden, se
lected untold centuries ago by Bibli
cal writers to typify the utmost state
of human happiness, blends com
pletely with the aspirations of early
life and, in the old, is the greatest of
all correctives of the tendency to
look backward.
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WELL-DRESSED man, whose
entire manner and bearing
spoke of success in business,
paced slowly up and down a school
room corridor with brow furrowed by
lines of concentrated thought. Around
him eddied human currents—young
men and middle-aged men and elder
ly men, men of foreign birth and of
strange tongues, men with hands cal
loused by manual work, and men
with the stamp of the bank and the
counting house and the store im
pressed upon them, all hurrying to
and fro with definite goals in mind.
The burr of a school gong came from
many rooms—the hour was exactly
7.30 in the evening—and in a meas
ure explained the bustle and the com
motion in the corridor.
The thoughts of our meditative
friend seemed to crystallize at the
sound of the gong, for his face sud
denly cleared, and he started with a
determined stride toward an office
plainly intended for administrative
purposes. He entered the office and
a little later appeared with a slip in
hand, which he presented at a wicket
in the corridor. A text book and a
student’s note-book were passed out
to him; he moved down the corridor,
and finally disappeared through a
door marked “Lecture Room B.”
In fact, our friend had entered
school at the age of thirty; he had
chosen Spanish from a dozen attrac
tive subjects of study because he
knew that a mastery of that language
would be useful in the South Ameri
can business which his firm was de
veloping.
This little scene, which occupied
but a moment or two, is typical of
scenes that are taking place in sev
eral hundred modem school plants
each evening during the school year.
There is the same thoughtful consid
eration by adults of the advantages
and the cost in time and effort of
educational
courses
coordinating
with their daily tasks; there is the
same deliberate choice of the course
best suited to the needs of the in
dividual; and finally there is the same
kind of action—vigorous, continued,
and resultful. Indeed, were it possi
ble for us to place men with counters
in each one of the several hundred
associated educational plants, we
should find that approximately 84,000
men come through the in-swinging
doors as students each year—an army
in numbers, a university student body
in educational aspiration!
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The organization that has de Y.M.
veloped this educational work is, of
course, the Young Men’s Christian C. A.
Association, and the school-room Educa
plants are the class rooms, lecture tional
rooms, and laboratories of the edu
cational departments of various local Work
associations. Surely a study of so
astounding an educational movement
is of interest to the business man
who is seeking to improve the effec
tiveness of his staff and to the indi
vidual who seeks to increase his vo
cational capacity.
The educational work of the Young
Men’s Christian Association is one
of the wonder stories of modern or
ganization. In a well-organized busi
ness the duties are specific, the goals
are accurately gauged and set, and
the results in respect to the work of
each individual are brought to view
as a matter of workaday routine. Lit
tle wonder is it, therefore, that the
beginner soon learns his limitations
and his deficiencies and the relation
that they bear to income.
Many of the deficiencies can be
overcome best by courses of study
under competent instructors. The
Young Men’s Christian Association
has stepped in at this point, and has
made generally available hundreds of
courses that can be taken without in
terference with ordinary business
duties. In short, it has made avail
able vocational courses that can be
coordinated with business experi
ence.
The trades and professions and vo
cations everywhere bear witness to
the efficiency of this modern pro
Evi
gram of education. Men in practically
all vocations—plumbers, chauffeurs, dences
draftsmen, bookkeepers,
stenog
raphers, window dressers, salesmen,
advertisers, pharmacists, credit men,
chemists, engineers, accountants, law
yers—have secured inspiration and
added ability from work in the class
rooms of the various educational
departments of the Young Men’s
Christian Association.
Let us appraise highly, therefore,
the most available and characteristic
educational accompaniment of Mod
ern Business—the educational depart
ment of the organization designated
by the New York World as the
“Manhood Factory.”
T. E. CASEY, Newark Institute of
Accountancy (Pace Courses), 1914,
formerly in the Accounting Depart
ment of The Western Union Tele
graph Co., now Assistant Auditor of
the Barrett Manufacturing Co., has
accepted a lectureship on Accounting
in the affiliated schools giving the

Pace Courses in New York.

Business
Education
in Profes
sional
Schools
(Continued
from
Page 34)

Specific
Pro
cedures

of the student to think, it gives him
at the same time a specific under
standing of a limitation upon the in
crease of the volume of a business.
“The student is not likely to ap
preciate fully the effect of this logi
cal presentation of business science;
he does not expect to establish a
business immediately; the proportion
of permanent capital to current capi
tal is a matter of but vague interest;
and the comparative advantages of
the partnership and corporate forms
of organization are not apt to tie very
specifically into his immediate ex
perience. Nevertheless, these major
subjects give a background for a
great amount of specific business de
tail, and a basis is provided for the
logical development of business
thinking.
“Our second product, the developed
ability to handle specific details of
business, is naturally the outcome of
the examples and procedures used in
the illustration of basic principles.
Very early in the course the classifi
cations of assets and liabilities com
mon to business are combined with
figures and applied to conditions as
they arise in business. Statements
are made to show the financial posi
tion of a concern beginning business,
and books are opened in accordance
with the specific double-entry method
of keeping accounts. Example after
example is given, based on various
states of fact, and in each case the
student is required, not only to pre
pare the statements, but to pass the
entries that are necessary to open
books of account.
“All classes of financial transac
tions that can happen in business are
studied.
The specific procedure
necessary to safeguard against deple
tion of stock is explained; methods
for the control of orders, whether
given by mail or to commercial sales
men, are discussed fully; and the
steps necessary for checking invoices
against the receipt of goods and for
approving bills are explained, step by
step, as the transactions take place
in actual business. Finally, the treat
ment of the amounts due creditors
in the actual books of account is
given, together with the department
al and other distributions that are
necessary to record the stock pur
chased. This treatment includes the
accrual of expense and other items
that should be recorded to bring the
statement of liabilities to its proper
amount and to secure the proper ex
pense distributions.
“On the other hand, the treatment
of sales, on both the credit and the
cash basis, is given intensive con
sideration. In retail business, the
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problems of handling accounts re
ceivable are comparatively simple.
The treatment of cash, however, is a
very important matter, and the lec
tures include a presentation of the
principles of handling cash, as well
as a study of the mechanical devices,
such as cash registers, check slips,
and sales books, to the point of prov
ing daily cash and depositing receipts
in the bank.
“The importance of making a com
plete daily deposit of all cash re
ceived is explained, as well as the
desirability of making all payments
by check, except disbursements for
petty items, which should be made
out of the petty cash fund established
for that purpose. The students are
impressed with the great desirability
of establishing a bank record of all
incoming cash—a precaution too
often neglected by the pharmacist as
well as by other business men. Meth
ods of keeping a record of deposits
and checks drawn are given, together
with instruction in the reconciliation
of the bank balance and cash on hand
with the amount of cash as shown by
the cash records.
“In all these matters the very best
accounting practice is explained, al
though at every point the application
of the principles is made to simple
conditions, so that the procedures in
whole or in part may be used by the
pharmacist, no matter how small his
business.
“We have not contented ourselves
with the opening of accounts and the
recording of transactions, but we
have illustrated various methods of
determining profit and loss.
The
methods of taking inventory, the
various bases of stock valuation, and
the use of the inventory in closing
the accounts, have been explained in
great detail. The other profit and
loss factors, including depreciation
and accrued items, have been treated.
We have not even limited ourselves
to double entry; but realizing full
well that the accounts of many a
small business are operated on the
single-entry basis, we have explained
this procedure fully and determined
profit and loss results on the single
entry basis.
“We have dealt specifically with
partnership contributions, partnership
withdrawals, and partnership state
ments of various kinds; we have even
studied briefly the peculiarities of
corporate organization; and we have
covered in detail many specific mat
ters of interest and discount trans
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actions and the specific proving and
checking of transactions that are an
incident to business.
“In short, we have covered very
minutely the financial detail which
the proprietor-pharmacist and his as
sistants may expect to encounter
during the typical yearly cycle of
business. We have established sound
principles of business organization, of
business procedure, of account keep
ing, and of asset valuation, in the
minds of these young men and
women; and we have carried our
teaching far enough into specific ap
plication to enable them to order
goods, receive goods, approve bills,
draw checks, calculate discount and
interest, handle cash, make deposits,
and reconcile bank balances—all
these and a thousand other details of
a financial nature they are trained to
handle with precision and despatch.
“In the realm of law, too, a great
deal has been done to organize the
students’ knowledge of the funda
mental principles of contracts, of
agency, of partnership, and their
knowledge in respect to the specific
treatment of negotiable instruments.
Sufficient time has not been allotted
to give complete instruction in these
subjects, but the instruction given
has taken on significance because of
the basic principles of organization
and procedure into which the specific
legal matters are fitted.
“We cannot specifically demon
strate at this time the advantages
that will be secured in the years to
come by the pharmacy students by
reason of their commercial training.
We know, however, from the experi
ences of other young men in business
that the results are destined to be of
great value. The knowledge is a sur
plus over that possessed by former
graduates, and it seems to me that
the trustees of the College of Pharm
acy are to be congratulated upon this
increase in the developed and poten
tial capacity of their graduates. The
trustees may well feel that by virtue
of their constructive and far-reaching
vision, the foundation has been laid
for many a worth-while business suc
cess—a foundation in knowledge and
understanding that will enable each
one of the 227 students in the Com
mercial Pharmacy class to live better
and think better and accomplish
more as a citizen of the community
of which he is to be so intimately a
part.”

HERMAN PRICHEP, Pace Insti
tute of Accountancy, 1915, was suc
cessful in passing a recent municipal
civil service examination in book
keeping.

Legal
Know
ledge

Results

"He had a pull." I know the per
son you are talking about—he
is any young man holding an
business position.
by important
Perhaps you have in mind Leonard
Horatio Finch,
the office manager of the
Drury, Lansing Steel Corporation, who is
B.A. only twenty-nine; or Steven B. Ma
son, a district superintendent of the
Northern Life Insurance Company,
who is only thirty-two; or Albert J.
Craig, the sales manager of the Bos
ton Suit & Cloak Company, who is
only thirty-four; or Charles B. Whar
ton, the second vice-president of the
Commercial Exchange Bank, who is
only thirty-six; or Homer T. Ved
ding, the general auditor of the
Southern Sugar Refining Corpora
tion, who is only thirty-eight; or
Webster Olson, the president of the
Carson-Fish Automobile Company,
who is only forty-one.
American business is full of them—
these young upstarts holding fat po
sitions, drawing big salaries, and eat
ing their luncheons in the officers’
private dining rooms. Every one of
them had a “pull,” of course; other
wise they wouldn’t be where they
are, you think.
Mr. I can almost hear what you are
Average saying about them, Mr. Average Em
employee ployee. “Smart enough, certainly,
but no more so than a lot of other
fellows who are still drudging away
every minute of the day for a mighty
small pay envelope. They’re just
lucky, that’s all—had a stand-in with
some of the big guns, and now see
where they are! Look at me; been
here six years and had three raises
you could just see through a micro
scope. Talk about a fair deal in this
place! Nothing doing except for
somebody’s pet!”
You’re quite right from your point
of view. Your twenty-five a week
does look pretty slim alongside of the
Secretary’s $9,000 a year. I don’t
blame you for feeling sore. It’s all
very wrong, very unjust, no doubt,
especially since you say you are every
bit as good a man as he is—and ten
years older, too. It does look as if
the Secretary had a “pull,” doesn’t it?
Sense Let’s talk sense. You have been
punctual, industrious, painstaking,
honest, sober, and loyal.
I don’t
question it for a minute. Otherwise,
you wouldn’t be holding your job.
Slip up in some of these qualities that
are taken for granted, no matter how
unimportant your position, and you
will be made mighty short shrift of.
This may be cold comfort, but it’s a
business fact just the same.
Just now you were complaining
about your Secretary, Mr. Stone, and
his “pull.” I know Phil Stone well,

‘Pull”
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and have known him since he went
with your concern ten years ago.
Let’s see about this “pull” of his.
You remember when your present
office system was installed about
three years ago. It has worked
splendidly ever since, as you yourself
admit. The plan was Phil Stone’s.
Your selling force is one of the
most scientifically supervised in the
country. That’s admitted in the trade.
It wasn’t always, though; every sales
man was more or less a law unto
himself. Phil Stone was the first one
in your concern to work out a plan
of organization.
A few years ago a new selling con
tract was drawn up for your com
pany. It contained a flaw that would
have cost your people thousands of
dollars in litigation. Phil Stone de
tected this flaw and brought it to the
attention of the President.
Yet you say Phil Stone had a
“pull”! The truth is that he had
knowledge, which he had gained by
study and by thinking things out.
Knowledge is the parent of “pull,” if
by “null” you mean favorable notice
for a position higher up. You had
the same chance as Stone had. Why
didn’t you see the things he saw and
do the things he did?

Oh, yes, now and then you may be
able to point out an example of
“pull,” influence, favoritism—call it
what you will; somebody’s son or
brother or cousin elevated to a re
sponsible position because of kinship
or friendship with an official of the
organization.
Securing an important position, Must
though, doesn’t always mean the Make
ability to hold it, by any means. Good
Whoever the man is, he must make
good in his work from the very be
ginning, or he immediately becomes
a load to his concern. Big business
men know this, and very seldom are
they willing to entrust important
duties to a man of untried ability,
whatever his social or personal con
nections.
Face facts. It is as senseless for
nine men out of ten to rely upon
“pull” as the elevator that will lift
them to business success as it is for
a prospector to try to cross a track
less desert with a mirage in the dis
tant sky as his compass.
Belief in “pull” is a corroding dis
ease. It eats its way like a cancerous
ulcer into the very heart of your
being, drugging ambition, paralyzing
energy, smothering hope, deadening
self-respect, and breeding the germs
of mental disaster and business fail
ure.
“Pull”? Guess again! You have
the wrong word for business success.
The word you are after is “Push.”

Good Printing Brings Results
Cheap printing finds its way to the waste-basket. Which do
you prefer? Our way of handling your printed matter will
help you up the ladder of success and make your dollars
bring back generous returns.

The Mark of Good Printing
Buyers of printing everywhere recognize our imprint as
a mark of good printing.
Shrewd buyers want attractive, forceful and interest-com
pelling printed matter—the kind we produce.
Books

Booklets

Price -Lists

Bulletins
Office Forms

Catalogs
Stationery

FRANK H. EVORY & CO.
General Printers

ALBANY

....
CORRESPOND WITH US
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Depart
ment
Dunning
Letters

by
Horatio
N. Drury,
B.A.

Series
of
Letters

VERY business or
ganization is con
fronted with the
necessity of col
lecting most of its
accounts by cor
respondence. To
collect these ac
counts in accord
ance with the stip
ulated terms of purchase is the goal
of every collection department. It is
a goal, however, that is seldom—al
most never—realized, for there are
many reasons, many of them eco
nomic, that operate to change an
account due to one overdue. The
problem consists in how to collect
these overdue accounts to the best
advantage.
Letters requesting the settlement
of overdue accounts—dunning letters,
they are called—require the highest
skill in letter writing. It is poor busi
ness to offend a customer, whether a
heavy or a small purchaser, till every
other means of effecting a settlement
has been tried and found unavailing.
The writer of dunning letters must
possess knowledge of human nature
and exemplify it in every letter that
he writes. He must know the spe
cial features of the account about
which he is writing. He must be
courteous always, and tactful, yet
firm. He must cultivate the faculty
of being able to look through the
customer’s eyes and of grasping his
point of view.
A pretty safe maxim for the writer
of dunning letters to follow is that
more flies are caught with sugar
than with vinegar. It is a business
fact that most persons are honest and
intend to pay their bills. Such per
sons the correspondent must wheedle
and coax into a settlement, persist
ently, of course, but patiently, too.
A dishonest person naturally must be
threatened with collection by law,
but a firm should not conclude that a
customer is dishonest till it is abso
lutely forced to that conclusion.
As a general rule, a series of three,
four, or five letters, each after the
first being more insistent and more
vigorously worded than the preced
ing member of the series, is found
the best method of securing a settle
ment of an overdue account.
The last letter—which should be
sent out only after mature delibera
tion—may properly include a threat
to place the overdue account in the
hands of a lawyer or a collection
agency. When this step is taken, the
threat should positively, promptly,
and vigorously be carried out; other
wise it is easy for a firm to get the
reputation for “bluffing” in the settle
ment of its accounts.
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The following series of letters
illustrates the above principles.
First Letter
THE DANRIDGE COMPANY
17-19 North Street
Syracuse, New York
June 20, 1915.
Henry P. Oliver, Esq.,
Oakland, Conn.
Dear Sir:
We expected to receive a check
from you on the 10th for your ac
count of $213.50, which is already
more than a month overdue. Please
attend to the settlement of this bill
at your earliest convenience.
Very truly yours.
THE DANRIDGE COMPANY,
By F. L. Hudson, Mgr.

Second Letter
July 10, 1915.
Dear Sir:
We have not yet received a reply
to our letter of June 20th in refer
ence to your overdue account of
$213.50. It seems strange that you
should entirely ignore our request.
Our own obligations are very large
at this time of the year, and it is
necessary for our customers to settle

their bills with us in accordance with
the terms of our contracts.
It is imperative that we receive a
check from you not later than July
15th.
Very truly yours,
Third Letter
July 31, 1915.

Dear Sir:
We have already written two let
ters to you about the settlement of Letter
your account with us. Your failure Forms
to pay any attention to our letters
has exhausted our patience., Unless
we hear from you by August 10th,
we shall assume that you do not in
tend to pay the account, and we will
then act accordingly.
Very truly yours,
Fourth Letter
August 12, 1915.

Dear Sir:
This is our fourth letter to you
within the past two months with ref
erence to the settlement of your long
overdue account of $213.50. We will
give you until August 20th—a week
from to-morrow—to make at least a
partial settlement of your account.
On August 21st, if we do not hear
from you in the meantime, we will
place the account in the hands of our
lawyers, Davis & Davis, of this city,
and take judgment against you for
the amount of our claim and costs.
Very truly yours.

To you who dictate letters
Call up “The Dictaphone” and say—
“Show me how the Dictaphone will save my time; how it will
make dictation a pleasure by enabling me to dictate at any time—at
any place—and at any speed.”

“Show me how the Dictaphone will do away with the annoying
waits and interruptions of my present system.”
“Show me how the Dictaphone will enable my stenographer to turn
out at least 50% more letters with the same amount of work.”

“And show me without any obligations on my part.”

If you don’t find that name in your telephone book, write to

THE

DICTAPHONE
REGISTERED

Woolworth Building - - New York
Stores in the principal cities—dealers everywhere
Approved by the Underwriters.

Official dictating machine of the Panama Pacific International Exposition

“Your Day’s Work”—a book we should like to send you
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We record with sorrow the death of
FRANK PUTNAM, a student in
Semester C of the Pace Institute of
Accountancy, which occurred after a
short illness at his home in Plainfield, N. J., on January 7th, 1916. Mr.
Putnam was an able, conscientious
student. His instructors and asso
ciates take this opportunity to ex
press their appreciation of his ster
ling qualities and their sorrow at his
untimely death.
We announce with sorrow the death
of JULIUS GEBHARDT, who was
enrolled as a student in the Pace In
stitute of Accountancy, which oc
curred in December. Mr. Gebhardt
was an earnest and able student, who
won the affections of his instructors
and associates. We pause to pay
tribute to this young man who was
so early called from the scene of his
activities.
E. R. HOLLAND, Pace Institute of
Accountancy, 1912, formerly Auditor
of the A. D. Matthews Company,
Brooklyn, has accepted a position on
the staff of Ernst & Ernst, New
York. Mr. Holland will specialize in
department store methods and ac
counting.
E. L. GEOGHAN, Accountancy In
stitute of Brooklyn (Pace Courses),
1915, formerly with the Alsens Amer
ican Portland Cement Works, New
York, has accepted a position as
bookkeeper with the American Die
Casting Company of Brooklyn.

JOHN HELMUS, Accountancy In
stitute of Brooklyn (Pace Courses),
1915, has accepted, after passing the
required examinations with high
standing, a position as instructor in
commercial subjects in the Evening
High School of Brooklyn. Mr. Hel
mus has the real spirit of educational
service, as evidenced by a recent let
ter in which he states: “I feel proud
of being able to perform a civic duty,
as well as to render a service for the
economic welfare and improvement
of those who are seeking to better
their equipment for life work.”
EVERETT T. BOOSE has trans
ferred from the Washington School
of Accountancy (Pace Courses), to
the Accountancy Institute of Brook
lyn (Pace Courses), and accepted a
position on the staff of Barrow,
Wade, Guthrie & Co., of New York.
M. G. WOLFE, Ralph Sellew Insti
tute, Y.M.C.A., St. Louis (Pace
Courses), 1915, formerly president of
the Pace Accountancy Club of St.
Louis, has accepted a position with
Touche, Niven & Co., of New York.
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J. R. McGRATH, formerly of Den
ver, Col., has secured, through The
Pace Agency for Placements, Inc.,
a position as bookkeeper with The
Texas Co., of New York.
GEORGE A. RAMLOSE, Pace In
stitute of Accountancy, Boston, 1915,
has accepted a position on the staff
of Arthur Young & Co., of New
York.

HOWARD E. MURRAY, Buffalo
School
of
Accountancy
(Paco
Courses), 1912, has accepted the
position of Auditor of The S. H.
Kleinman Realty Co., of Cleveland,
Ohio.

F. D. SAXTON, Washington School
of Accountancy (Pace Courses), 1914,
has accepted a position on the staff
of Price, Waterhouse & Co., of New
York.

GEORGE W. MOORE, C.P.A.,
Washington School of Accountancy
(Pace Courses), 1915, was a success
ful applicant for C.P.A. degree in the
recent North Carolina examinations.

R. F. TILLISON, New York Insti
tute of Accountancy (Pace Courses),
1915, has resigned his position in the
Bank of America, 44 Wall Street,
New York, to join the staff of Charles
Neville & Co., Certified Public Ac
countants, of Savannah and Jackson
ville.
THOMAS MEARS, C.P.A. (N.C.),
Washington Institute of Accountancy
(Pace Courses), 1915, has been noti
fied of his success in passing the
C.P.A. examinations recently held in
North Carolina.

“The Practical Work
of a Bank”
—in this new book by W. H.
Kniffin, Jr., the author shows
just how a large banking insti
tution handles every detail of
its business—from the open
ing of the morning’s mail to the
complex problems in extend
ing credit.
N its 620 pages it treats of such im
portant subjects as: fundamentals
ofbanking; organizing the bank;
deposits and the tellers;clearing hous
es and collections; the bank as an ac
counting machine; lending the bank’s
money; checks and their collection;
examinations and audits; essentials
in granting credit; foreign and do
mestic exchange.
Price $5.00 postpaid.
Send for descriptive circular.

I

Bankers Publishing Co.
New York City

Box 557

The

HAYNES SUSPENDED INKWELL
The most efficient inkwell in use—occupies air
space only—always at hand and never in the way
—cannot be upset or spill ink on desk or papers—
provides for red and black ink—pin cup—pen rack.
SAFETY AND SERVICE
Instantly attached with two small clips

Polished Nickel or Brass
Oxidized Silver or
“

.

.
.

.

.

$2.00
2.00 “

“The Scientific American,” the highest authority on values of inven
tion, pronounces The Haynes Suspended Inkwell an article of excep
tional merit and usefulness. Without a doubt it is the best inkwell
ever made for use on Roll Top Desks.

Edward Kimpton Company
60 John Street, New York
Manufacturers of
Loose Leaf Record Books
Loose Leaf Ledgers and Binders
Stock and Special Form Sheets
Corporation Minute Books and Outfits
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Dewar Transparent Rulers
Sanitary Paper Drinking Cups
Haynes Suspended Inkwell
Standard Calendar

Per
sonal
Notes

OME ten years ago two young

S

men under thirty, cousins, and
Tom
were employed by a
Tries largeunmarried,
shoe concern in one of the cit
Farm ies of Eastern Massachusetts. They
ing scraped together a little capital, gave

up their positions, and took up two
adjacent sections of Canadian Gov
ernment land in the far Northwest.
Their names were—let us call them
Tom and Walter.
They were both young men of
promise. They were healthy and
sound in mind and body. They pos
sessed initiative and courage. They
were industrious and frugal. They
had sense enough to expect discom
fort and hardship in their new ven
ture at first, but they were sure they
could endure the strain. They knew
that, if they could, in due time they
would be financially independent.
They had set up their goal, and they
believed with the hearty optimism of
youth in their ability to reach it.
The young settlers worked early
and late, doing the thousand and one
things that frontier life demands, but
their ignorance brought them disap
Crop pointment
and discouragement. A
Failures drought burned out their crops. A
windstorm wrecked the shack they
had built and called home. In the
dead of winter their supplies ran low,
and they had to make a fifty-mile trip
to the nearest post, with the ther
mometer thirty below zero; they
were nearly frozen to death. The
desire for human companionship
frayed their nerves and made them
irritable and morose.
One year of this kind of life was
enough for Tom. With the coming
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of the second spring he made over
his section to Philip for the cost of a
railroad ticket back to his home city.
But Walter was made of sterner
stuff; he stayed on, profiting by his
mistakes. He hired half-breed labor
ers and sowed his wheat at the
proper time. He built a stronger
shack in the lee of a hill, where the
force of the wind was broken. In the
fall he laid in a sufficient store of
supplies to last him through the win
ter; among them were books, agri
cultural papers, and medicines.
Four years rolled by, and the rail
road came. A station was built only
five miles away. And with the rail
road came people and prosperity. To
day Walter lives in a fine house, has
many barns, and they are all spacious
and filled with blooded live stock,
costly agricultural implements, and
the produce of 1280 fertile acres. He
owns automobiles, and he has many
friends who enjoy his hospitality.
When the railroad was built, Tom
turned up again. Walter, for old
friendship’s sake, gave him a job as
foreman and paid him good wages.
Tom is still with Walter and does his
work well. Most of the time he is
contented, but sometimes he lies
awake at night—and then he thinks.
Opportunity merely points out
the way. She does not contract to
furnish an automobile for your
traveling comfort.

More Than 100 Per Cent.
In eleven months of 1915 The New York Times printed over one hundred per cent.
more advertising under the sixteen important classifications, listed below,
than any other New York morning newspaper.
Classification

Women’s Specialty Shops.
Automobiles.........................
City Hotels & Restaurants
Steamship and Travel....
Musical Instruments........
Financial...............................
Men’s Furnishings.............
Books......................................
Jewelry..................................
Railroads...............................
Boots and Shoes.................
Charity and Religious....
Tobacco.................................
Druggist Preparations....
Beverages..............................
Miscellaneous.................... .

Times
Agate
Lines
390,030
494,150
227,132
276,454
203,778
840,414
279,067
297,705
50,945
62,738
70,865
53,788
125,172
68,097
97,908
500,176

World
Agate
Lines
182,792
242,538
38,501
150,293
168,368
127,083
271,608
55,391
11,982
36,716
57,759
28,371
101,363
42,722
53,116
399,316

American
Agate
Lines
199,034
262,248
48,310
128 587
148,981
218,868
159,741
18,007
17,727
38,524
43,208
28,397
75,916
26,955
51,226
387,955

Herald
Agate
Lines

Sun
Agate
Lines

339,143
420,851
189,094
167,134
43,441
197,357
74,796
22,669
33,266
40,448
31,626
38,707
7,919
47,759
35,366
267,777

58,600
297,565
31,303
203,938
65,296
339,461
63,072
70,001
13,907
48,479
17,642
27,437
42,810
49,180
39,608
325,431

Tribune
Agate
Lines

Press
Agate
Lines

172,322 44,678
92,582 35,866
109,495 42,726
132,743 80,063
113,576 31,934
227,472 105,916
100,211 109,120
73,537 16,792
22,050 10,415
45,012 41,505
36,904 23,290
35,792 23,480
38,374 43,031
19,564 8,404
23,776 18,452
201,785 210,708

Total.................................. 4,038,419 1,967,919 1,853,684 1,957,353 1,693,730 1,445,195 846,380
The average daily and Sunday sale of The New York Times for six months ending
September 30th, 1915, was 318,274.
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Trying to gain a broad view of
Organized Business from the ac
cumulated facts of your own ex
perience is like trying to visualize
the sweep of the ocean from the
porthole of a stateroom.
Dignity does not mean lack of af
fability, nor does affability mean
lack of dignity.

Training in Accountancy
Modern Business demands trained
men, especially men trained in Ac
counting, Law, Organization, Fi
nance, and Applied Economics. Such
men possess organized technical
knowledge; they have breadth of
view; and they can reason. There is
always a demand for their services.
The Pace Standardized Course in
Accountancy and Business Adminis
tration will increase and organize
your knowledge of the technical pro
cesses of Business, broaden your
perspective, and develop your reason
ing power.
Midwinter classes are just begin
ning in the four evening schools in
the Metropolitan District of New
York. You are invited to attend any
class session and appraise the value
of the Course for yourself.
For further information, address or
call upon

PACE & PACE
New York City

30 Church Street

New Stories of
Big Business
are told every week in

The Annalist
The most reliable finan
cial weekly published in
New York, the world’s
new financial center.
Special student rates and
sample copy on request.
Times Square

New York

